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A NOTE ABOUT THIS REPORT

* This research report provides highlights of the findings for
export-oriented companies; on how they define success in
terms of international sales and how they are set up to be
competitive in their international markets.

* A total of 629 people responded to this survey:
— 109 respondents from the EDC Research Panel; and

— 520 respondents from the Angus Reid Forum (ARF).*

* The results presented in this report are based on the full sample
of 629 respondents.

*A full description of the methodology follows at the end of this report.




EXPORT MARKETS

Most respondents said their company exports to the U.S., followed by countries in Europe and Asia.
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To learn more about exporting to the United States, browse EDC’s online guide:
NAVIGATING THE U.S. MARKET

Q5. What countries does your company currently sell to either directly or through a foreign subsidiary? [Multiple responses accepted]
Base: n=618 (DK/NA removed: n=11); all exporters

u.s.

U.K.
China
Germany
Mexico
France
Australia
Italy
India

Japan

TOP 10 EXPORT MARKETS
Identified by Respondents



http://www.edc.ca/EN/Knowledge-Centre/Publications/Pages/navigating-us-market.aspx

EXPORT SALES

o Report an increase or no 0 Expect export sales to
85 A) change to export sales in 94 A) remain the same or
the last 12 months increase in the next year
61%

46%

SURPRISE RISE IN TRADE CONFIDENCE

39% EDC’s weekly commentary, June 22
33%
14%
6%
Increased Remained the same Decreased Increase Remain the Same Decrease

[Right] Q12: Thinking of the past 12 months, have your company’s export sales...? Base: n= 598 (DK/NA removed: n=31); all exporters
[Left] Q13: Now, looking ahead to the next 12 months, do you expect your company’s export sales to...? Base: n=584 (DK/NA removed: n=45); all exporters


http://www.edc.ca/EN/Knowledge-Centre/Subscriptions/Weekly-Commentary/Pages/surprise-rise-in-trade-confidence.aspx

CORPORATE PERFORMANCE

(o) Said their company met or
80 /o exceeded performance

measures in 2016

61%

19% 20%

Exceeded expectations Met expectations Did not meet
expectations

) Said their company defines success as it
5 5 A pertains to exporting based on sales or

growth in sales

Sales levels/sales growth _ 55%
Profits/ROlI - 29%
Market share . 15%

Customer

0,
retention/satisfaction 14%

Annual growth 5%

0,
delivery/completion 3%

Successful project F

[Left] Q14b: Which of the following best reflects how your company performed in 2016 against its definition of success? Base: n=594 (DK/NA removed: n=35); all exporters
[Right] Ql4a: How does your company define success as it pertains to selling products or services outside of Canada? (multiple responses accepted) Base: n=466 (DK/NA removed: n=163); all exporters




EXPORT CHALLENGES

Competition

Global economic conditions

Connecting with customers

Volatile CDN dollar

Identifying potential customers

Skilled talent/resources

Political/business climate risks

Rising business expenses

Understanding government regulations

Distance to customers

TOP CHALLENGE

TYPE OF COMPETITION THAT
IS MOST CHALLENGING...

COST/PRICE
ADVANTAGE

SIZE
ADVANTAGE

MARKETING
ADVANTAGE

0 Size up your international competition by doing a
COMPETITIVE MARKET SCAN

[Left] Q15: What challenges is your company experiencing while trying to sustain or grow your business outside of Canada? [Multiple responses accepted] Base: n=586 (DK/NA removed: n=43); all exporters

[Right] Q15a: Please indicate the type of competition that is challenging for your company. [Multiple responses accepted] Base: n=215 (DK/NA removed: n=7); respondents who experienced competition
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https://edc.trade/ga-p3w1-research-competition-e/

GLOBAL SUCCESS FACTORS

Respondents say companies do the following to stay competitive globally...

INTERNAL PROCESSES used to stay competitive in international markets

Efficient operations/internal processes 27%

Employees (e.g., well-trained, highly skilled)

Local staff/in-market sales team/strategies

Q CREATING A UNIQUE SELLING PROPOSITION

Foreign market knowledge/networking/partners FOR YOUR GLOBAL MARKET

EXTERNAL PROCESSES used to stay competitive in international markets

Superior/unique product/service 35%

Better/good customer/client service

Low prices/aggressive/competitive pricing

BOOST YOUR GLOBAL COMPETITIVENESS
WITH FLEXIBLE PAYMENT TERMS

Innovation/R&D/product/service improvements

[Top] Q18a: How does your company organize itself internally to stay competitive in markets outside of Canada (for example, what specific processes or skills does your company have in place to help you stay competitive)? (Multiple * I
responses accepted) Base: n=359 (DK/NA removed: n=270); all exporters ,E

[Bottom] Q18b: What specifically does your company do or offer in order to stay competitive in markets outside of Canada (for example, what makes your company, product or service stand out from the crowd)? (Multiple responses accepted)
Base: n=373 (DK/NA removed: n=256); all exporters


https://edc.trade/boost-global-competitiveness-with-flexible-payment-terms/
https://edc.trade/creating-unique-selling-proposition-global-market/

* The competition facing exporters will intensify if there is a
LOOKING retreat from globalization in the coming years.*

AHEAD .

To be successful in a global economy characterized by
shrinking markets and increasing competition, exporters will
need to rely on their competitive advantage.

* EDC developed the Global Competitive Advantage (GCA)
Index (based on Conference Board of Canada Research) to
see how Canadian exporters stack up to key global success
factors.

Competition is a challenge
for many Canadian
exporters.

* Companies that have a higher GCA score are more likely to....
* export to more international markets; and

* exceed their corporate performance indicators.

¥EDC

*Canadian Chamber of Commerce 2017 Crystal Ball Report




* The top drivers of GCA are:

1. International networks: leveraging your strong financials to
attract clients or opportunities, and building relationships
with key players in your industry within and outside Canada.

2. Innovative capabilities: incorporating services into your
product offering in order to differentiate your products and
add value for the customer, investing in market(s) outside
of Canada to strengthen/support/complement your
business outside of Canada, and investing in R&D.

3. Skilled executives: your executive team is committed to
growth outside of Canada.

4. Foreign market knowledge: tailoring your marketing

LOOKI NG AH EAD strategy and customizing your products and services for

each market.

IO [ (BT CIUTELO A = Are one of these drivers of global competitive advantage
success in the global economy? ]
something that your company needs to work on?

Visit edc.trade to build your knowledge of international markets * — DC
and get tips on competitive export strategies. L



https://edc.trade/

FIRMOGRAPHICS

MARKET SECTOR*

Light manufacturing

Infrastructure and Environment

ICT

Transportation

Extractive

Resources

Other

* Some businesses belong to more than one category
10
Base: n=629; all exporters
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10%

10%

8%

7%

REGION

44%

36%

35%

23% Atlantic Quebec Ontario West

BUSINESS SIZE

(By annual sales)

0.31
0.2
Large (> $50M) Medium ($10M- Small (< $10M)
S50M)



METHODOLOGY

This survey was conducted with members of the EDC Research Panel and the Angus Reid
Forum (ARF)* between March 7 and April 2, 2017.

The EDC Research Panel is an online community of more than 1,000 Canadian exporters who
voluntarily participate in regular surveys about trade-related topics and business challenges.

The Angus Reid Forum is a leading, Canadian, online, market research panel which was launched in
2006 by Angus Reid Strategies (now Maru/Matchbox) to give Canadians the opportunity to voice
their opinions on a variety of topics and issues.

A total of 629 people responded to this survey:
109 respondents from the EDC Research Panel; and

520 respondents from the ARF.

This survey is not necessarily representative of all Canadian companies, but provides insight
into the thinking of a group of export-oriented organizations.

If you have any questions about this report please contact Jennifer Topping with EDC
Strategy and Transformation: jtopping@edc.ca

—
Note: Usually, only the results from the EDC Research Panel are included in these reports. To provide you with more robust data for these reports, we are now */E DC

11 including the results from the broader audience.



Ce document est également disponible en francais.

This document is a compilation of publicly available information. It is not intended to provide specific advice and should not be relied on as such. It is intended as an overview only. No action or
decision should be taken without detailed independent research and professional advice concerning the specific subject matter of such action or decision. While Export Development Canada (EDC)
has made reasonable commercial efforts to ensure that the information contained in this document is accurate, EDC does not represent or warrant the accurateness, timeliness or completeness of
the information contained herein. This document or any part of it may become obsolete at any time. It is the user’s responsibility to verify any information contained herein before relying on such
information. EDC is not liable in any manner whatsoever for any loss or damage caused by or resulting from any inaccuracies, errors or omissions in the information contained in this document. This
document is not intended to and does not constitute legal or tax advice. For legal or tax advice, please consult a qualified professional. EDC is the owner of trademarks and official marks. Any use of
an EDC trademark or official mark without written permission is strictly prohibited. All other trademarks appearing in this document are the property of their respective owners. The information
presented is subject to change without notice. EDC assumes no responsibility for inaccuracies contained herein. Copyright © 2013 Export Development Canada. All rights reserved.
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TAKE ON
THE WORLD
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